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CUT THE BS IN

Account-based marketing. Everyone is
talking about it, but how do you get it right?
Gemma Davies (Director of Global ABM
Strategy, ServiceNow) joined
Matthew Stevens (Global MD, MOI) and
Caroline Lotinga (Client Strategy Director,

t that.

MO to discuss just
Here are the highlights.

GEMMA DAVIES - DIRECTOR OF GLOBAL ABM STRATEGY, SERVICENOW

Isscalable ABM really ABM? Let’ jus call it what it is:
data-driven marketing, Think carefully whether you need
true one-to-one ABM - don't overwhelm yourself by trying

to reaign the organisation to omething you're ot doing.

“Look at it as a typical demand generation programme.
The difference is that you use tools to identify clusters of
accounts that are interested in a specific topic.”

ONE-TO-FEW —j

This sits somewhere i the middle. One-to-few
s basicaly taking 3 one-to-one ABM campign
and scalngit by repurposing tscontent for
“lookcafike accounts. It great for bullding
economies of scale.

“If you're running a great programme, and you can
de-personalise content, why not feed it into other teams?”
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Whether we'r talking one-to-one or
one-to-many, people have al sorts of names for
ABM. But they e al egiimate stategie. Just
choose one based on what you'e trying to
achieve.Should you 8o full-on ABM? Or s a
more generic approach i order? Your decision
should be riven by the value of the account.

MATTHEW STEVENS - GLOBAL MANAGING DIRECTOR, MOI

CAROLINE LOTINGA - CLIENT STRATEGY DIRECTOR, MOI

We can't measure urseives i the way we used o
Were now messuringthings ke opporturitie,but
o doyou put KPI sgaint thatand demonstate

. value backntothe usiness? Thats the chalenge.

“It's really important to measure things like reputation, so
that you can show the impact you've had in the account,
even if you don’t win the deal at that point

GEMMA DAVIES - DIRECTOR OF GLOBAL ABM STRATEGY, SERVICENOW

CAROLINE LOTINGA - CLIENT STRATEGY DIRECTOR, MOI

ABM s difernt fo every business and works best when it

even withgreattechnology, bt resuts wil come.

"Don't be afraid to test different technologies. There are so
many great things on the market right now, and it's a great
opportunity to really engage these experienced vendors."




